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OBJECT: — To  promote  a  Spirit  of  Co-operation 
and  Good  Fellowship  among  the  Texas  Agents 
of  the  Lincoln  National  Life  Insurance  Com- 
pany, and  to  stimulate  them  in  their  work,  in- 
crease their  efficiency  and  provide  a  Clearing 
House  for  new  ideas  in  Life  Underwriting. 

TO  MY  CO  WORKERS: 

The  Texas  Agency  played  a  very  important  part 
in  the  Lincoln  National's  wonderful  record  for  1  92  1 , 
and  the  company  is  depending  upon  us  to  make  an 
even  greater  record  this  year.  This  can  be  done  if 
we  will  all  determine  right  now  to  qualify  henceforth 
in  the 

"Consecutive  Weekly  Production  Club." 
Only  the  last  few  years  have  brought  to  the  life 
insurance  profession  a  full  realization  of  the  domi- 
nating, outstanding  influences  of  this  program  when 
same  is  closely  followed  out.  As  the  title  indicates, 
it  simply  means  the  writing  of  at  least  one  applica- 
tion each  and  every  week  without  a  miss.  At  first, 
the  apparent  simplicity  of  the  process  may  make  one 
discount  its  importance,  but  you  may  be  sure  that 
it  means  the  first  steps  on  the  high-road  to  REAL 
SUCCESS,  with  a  large  income  naturally  following 
in  its  wake. 

A  few  years  ago,  this  plan  was  first  outlined  in  a 
few  agencies.  A  small  number  of  men  determined 
to  test  its  value  and,  after  a  short  time,  the  increase 
in  their  production  was  so  phenomenal  that  the  plan 
has  been  taken  up  now  by  all  companies  and  its  adop- 
tion is  urged  as  a  standard  in  all  agencies.  We  feel 
sure  that  once  you  have  put  this  program  in  operation 
the  results  following  will  so  greatly  compensate  you 
that  you  will  never  give  it  up.  If  you  are  not  now 
satisfied  with  the  amount  of  business  you  are  getting, 
write  me  that  you  will  enter  the  ranks  of  the  Con- 
secutive Weekly  Production  Club.  The  results  will 
speak  for  themselves.  (In  fact,  they  have  already 
spoken  in  two  instances  in  our  Texas  Agency.  About 
a  year  ago,  two  of  our  boys  determined  to  try  out 
this  plan  and  each  of  them  now  has  a  credit  of  more 
than  Fifty  Consecutive  Weeks'  production.  This, 
of  course,  has  meant  a  heavy  volume  of  business 
for  them,  and  they  attribute  this  in  large  part  to 
their  determination  never  to  let  "a  single  week  get 
away  from  them.") 

Sincerely, 
O.  D.  DOUGLAS,  State  Manager. 

P.  S. — With  the  exception  of  this  editorial  and  the  out-lining 
of  the  contest,  this  issue  of  The  Texas  Link  has  been  edited 
entirely  by  Mr.  Prentice  D.  Hill,  and  I  want  to  take  this 
opportunity  of  sincerely  thanking  Mr.  Hill  for  his  splendid 
work. 


c 


A  WORD  OF  GOOD  CHEER  TO  THE 
REAL  FELLOWS  IN  THE  LONE 
STAR  STATE 

Words  fail  to  express  my  admiration  for  the  fel- 
lows who  not  only  captured  the  LEAD  in  production 
but  who  also  consistently  KEPT  the  LEAD  through 
the  entire  year  of  1  92  1 . 

Concentrated  effort  must  have  been  your  watch- 
word, backed  up  by  well  planned  lines  of  procedure. 
He  who  would  accomplish  that  which  he  desires  with- 
out definite,  well  laid  plans  is  like  the  man  in  the 
desert  without  compass — He  never  arrives ! 

Every  wise  man  remembers  that  the  present  is  the 
outgrowth  of  the  past;  that  what  he  expects  to  ac- 
complish this  year  must  be  built  upon  the  foundation 
of  experience  and  knowledge  gained  in  the  years  past. 

We  have  every  confidence  in  your  ability  to  meet 
every  opportunity  that  presents  itself  to  you  and  to 
turn  them  to  YOUR  OWN  account. 

As  I  was  not  able  to  be  with  you  at  your  Agency 
meeting,  I  am  taking  this  way  of  letting  you  know 
that  we  shall  do  everything  we  can  at  the  Home 
Office  to  assist  you  in  achieving  even  greater  success 
than  was  yours  in  the  past. 

With  the  love  of  service  uppermost  in  your  heart, 
not  construing  the  Golden  Rule  to  read  "DO  the 
other  fellow  first,"  but  "Do  UNTO  others  FIRST," 
it  will  surely  "follow  as  night  the  day  thou  canst  not 
then  be  false  to  any  man."  The  greatest  measure  of 
success  comes  to  him  who  gives  the  greatest  measure 
of  service. 

Remember  that  your  success  this  year  will  not  only 
bring  joy  and  happiness  to  you  but  to  all  who  have 
at  heart  the  making  of  a  great  and  good  Life  Insur- 
ance Company— THE  LINCOLN  LIFE! 
Sincerely, 

C.  H.  ENGLISH, 
Medical  Director. 

Note: — The  above  message  from  Dr.  C.  H.  Eng- 
lish, Chief  Medical  Director,  comes  as  a  splendid 
tribute  to  our  past  efforts  and  his  wonderful  confi- 
dence in  The  Texas  Agency  should  stimulate  us  to  a 
degree  which  will  make  impossible  a  failure  upon  our 
part  to  accomplish  all  that  he  has  prophesied  for  us. 
And,  in  this  connection,  we  would  like  to  ask  that 
you  read  this  message  more  than  once  and  absorb  it! 
While  it  comes  as  "a  voice  from  afar"  to  most  of  us, 
it  carries  with  it  a  strong  echo  of  one  of  those  sterling 
characters  which  is  making  Hie  Lincoln  National 
what  it  is  today. 


THE  LIFE  INSURANCE  MAN  OF  TODAY 

In  this  day,  when  the  Actuality  of  Things  is  leaven- 
ing and  levelling  all  human  relationships,  we  see  men 
and  their  activities  assuming  more  nearly  than  ever 
before  their  proper  places,  functions  and  positions. 
We  see  the  useless  and  parasitic  reduced  to  its  true 
proportions,  the  dishonest  and  destructive  revealed 
and  rendered  harmless,  the  useful  and  constructive  in 
its  deserved  position  of  superiority.  It  is  a  day  in 
which  the  worthless  and  untrue  is  seen  falling  away 
of  its  own  impoverishment  and  whatever  is  good  and 
helpful  to  man  is  found  grcwing  and  spreading  "like 
the  green  bay  tree." 

In  this  process  of  adjustment  we  see,  with  deep 
gratitude,  the  Life  Insurance  business  and  the  men 
who  represent  it,  lifted  above  the  former  plane  of 
misunderstood  and  unappreciated  effort  into  the  rank 
and  file  of  respected  and  honored  professions. 

The  man  who  writes  Life  Insurance  is  no  longer 
considered  as  the  man  who  must  of  necessity  have 
failed  in  all  other  fields  of  endeavor,  but  is  recognized 
as  the  man  who  has  chosen  Life  Insurance  as  the 
channel  through  which  he  may  contribute  his  share 
of  effort  for  the  comfort  and  success  and  happiness 
of  his  fellow-man. 

The  Life  Insurance  man  of  today  is  a  man  con- 
scious of  the  needs  which  he  is  serving;  conscious  that 
he  is  rendering  Home  permanent  and  secure;  con- 
scious that  he  is  helping  to  build  a  bulwark  of  ada- 
mant around  the  World  of  Business.  He  is  con- 
scious, too,  that  in  order  to  play  his  part  in  this 
constructive  work  and  to  play  it  well,  he  must  be 
both  thinker  and  do-er.  The  Life  Insurance  man 
of  today  is  no  aimless  drifter,  but  a  man  whose 
every  act  is  the  result  of  clear,  intelligent  calcula- 
tion. He  is  alert  and  alive  to  every  phase  of  human 
activity.  Like  a  search-light,  he  is  turning  his  gaze 
understandingly  not  only  upon  his  own  business  and 
its  principles  and  motives  but  upon  all  business  and 
professional  operations. 

Thus  we  see  the  Life  Insurance  man  no  narrow, 
plodding  failure,  but  a  Man  with  a  Message — a  Man 
with  a  Grasp — a  Man  with  a  Vision. 

The  message?  One  of  hope  and  good  cheer,  to 
lift  the  burden  of  anxiety  from  the  shoulders  of  the 


tired  husband  and  father ;  to  insure  the  protection 
and  education  of  the  children  and  their  consequent 
usefulness  to  Home  and  Country ;  to  render  business 
institutions  stable,  remunerative  and  reliable;  to  prove 
that  Protection  is  not  an  idle  dream,  but  an  ever- 
operative  Reality. 

The  Grasp?  His  own  firm  hold  upon  the  Integri- 
ties of  Life — upon  the  true  concepts  of  Honor, 
Brotherhood  and  Service — the  only  Grasp  which 
releases  man's  hold  upon  the  transient  treasures  of  ma- 
teriality and  leaves  his  hands  firmly  clasped  over  the 
real  rewards  of  Manhood. 

The  Vision?  That  of  a  world  linked  together  by 
Understanding  and  Co-operation,  in  which  the  act 
of  one  man  serves  the  need  of  another  and  Good 
passes  to  all,  all  along  the  golden  chain. 

How  freely  then,  how  proudly  and  triumphantly, 
should  the  Life  Insurance  man  go  forth  upon  his 
mission  of  Service.  How  gladly,  and  how  confi- 
dently, he  should  approach  the  highest  and  most  in- 
fluential as  well  as  the  lowliest  and  most  obscure. 
The  Life  Insurance  man  knows  that  he  has  some- 
thing which  every  man  wants,  which  every  man  needs. 
To  repeat,  he  is  a  Man  with  a  Mission — and  the 
ability  to  fulfill  it. 

PRENTICE  D.  HILL. 


A  NATURAL  COWARD 

OF  Mistah  Trouble,  he  comes  aroun'  one  day 
An'  say,  "I  gwineter  git  you,  so  you  better  run  away! 
I  likes  to  see  you  hustle.    Dat'  de  way  I  has  my  fun. 
I  knows  I  kin  ketch  up  to  you,  no  matter  how  you 
run !" 

I  says,  "Mistah  Trouble,  you  has  been  a-chasing  me 
Ever  since  I  kin  remember  an'  I's  tired  as  I  kin  be. 
So  I's  gwinter  stop  right  yere  an'  turn  aroun',  a-facin 
you 

An'  lick  you  if  I  kin  an'  fin'  out  jes'  what  you  kin 
do." 

Ol'  Mistah  Trouble,  he  looked  mightily  ashamed. 
He  acted  like  a  buckin'  hoss  dat's  sudenly  been 
tamed, 

An'  den  he  turned  an'  traveled  off,  a-hollerin' 
"Good-day; 

I  ain't  got  time  to  fool  aroun'  wif  folks  dat  acts  dat 
way."  ~™~ 


HONOR  ROLL 

Paid-fo 


1.  Murray  P.  Eidson  $54,500 

2.  L.  A.  Fry.  ..    30,500 

3.  D.  E.  Peavy   27,000 

4.  Lyle  J.  Perkins..    21,200 

5.  Roy  F.  Sharp      19,750 


O.  D.  DOUGLAS 


)R  FEBRUARY 

Business 


6.  C.  B.  Rittenberry..   $18,500 

7.  Cecil  Casey    14,750 

8.  Morris   Kaliff     12,500 

9.  O.  D.  Douglas   --  10,000 

10.  Miss  Eva  Walrath   8,000 


ROY  F.  SHARP  C.  B.  RITTENBERRY 


MISS  EVA  WALRATH 


It  has  always  been  the  boast  of  the  citizens  of  Nue- 
ces County  that,  given  a  few  drops  of  rain  at  the  proper 
time,  they  could  produce  anything  in  abundance. 
Judging  from  the  way  the  recent  timely  rains  brought 
our  old  friend  Henry  Gouger,  of  Robstown,  to  the 
front  with  $62,500  written  business  for  February, 
we  are  inclined  to  admit  the  truth  of  the  boast.  Bet- 
ter still,  Henry  says  that  since  they've  got  the  season- 
ing now,  he  is  going  to  "hit  'em  up"  all  through 
the  Spring. 


Following  along  behind  Henry,  at  varying  dis- 
tances, we  find  most  of  our  old  stand-bys — the  boys 
who,  by  their  steady  monthly  production,  are  making 
the  name  of  the  "Lincoln  National"  in  Texas  a 
familiar  one  in  thousands  of  homes  as  a  watch-word 
of  the  prudent,  a  pass- word  of  the  ambitious  and  a 
safe-guard  of  the  improvident  and  needy.  These 
boys  have  occupied  their  well-deserved  places  in  the 
lime-light  so  long  that  we  have  just  about  run  out  of 
new  words  with  which  to  bestow  upon  them  our — 
Say,  boy,  what  is  that  word  of  Verlin  Harrold's  for 
praises?  Oh,  yes — encomiums!  So  we  are  going 
to  ask  you  to  take  our  appreciation  for  granted  this 
month,  Charlie,  and  Murray,  and  Ralph,  and  Dan, 
and  Jimmie,  and  Gus,  and  Balch,  and  Lyle,  and  all 
the  rest  of  you  old  veterans,  and  let  us  use  these 
columns  to  extend  a  welcome  to  the  new  men  just 
coming  into  our  ranks,  together  with  our  congratula- 
tions to  the  many  of  them  who  have  already  sent  us 
their  first  business. 


For  instance,  there's  Tom  Martin — a  veteran  him- 
self in  the  insurance  business,  but  a  recent  acquisi- 
tion to  the  Lincoln  forces — who  has  been  demonstrating 
what  a  little  courage  and  well-directed  effort  can 
accomplish  by  coming  under  the  wire  with  $17,500 
written  busines  this  month. 


And  T.  King  Calloway,  of  Temple,  the  age  of 
whose  contract  can  be  reckoned  in  days  instead  of 
months,  who  has  already  given  to  us  well-chosen 
business  to  the  extent  of  $  1  0,000. 


Also — Morris  Kaliff,  of  the  San  Antonio  Agency, 
who  believes  in  not  only  writing  the  business  but  in 
getting  the  money.  Morris  takes  his  place  this  month 
on  the  Honor  Roll  for  paid-for  business.  We  regret 
very  much  that  he  did  not  get  his  picture  to  us  in  time 
for  publication. 


And  you  can't  keep  the  Irish  down !  Miss  Mc- 
Leary  has  broken  the  ice  and  tendered  us  some  nice 
business  this  month — with  check  attached ! 


Two  other  ladies  have  also  contributed  a  worthy 
business  offering  for  January;  namely,  Miss  Eva 
Walrath  and  Mrs.  W.  L.  Freeman.  Miss  Walrath 
occupies  a  well-won  place  on  our  Honor  Roll  this 
month  and  we  extend  to  her  not  only  our  congratula- 
tions but  our  thanks.  And,  we  might  add,  we  know 
the  effort  which  Mrs.  Freeman  is  putting  forth  just 
now  and  we  feel  secure  in  the  prophecy  that  nothing 
can  possibly  keep  her  from  taking  her  place  among 
the  leaders  ere  long. 


And  there's  our  old  friend,  A.  O.  Dannelly,  whose 
sterling  worth  was  impressed  upon  us  at  the  recent 
Sectional  meeting  here.  We  are  in  receipt  of  some 
much  appreciated  business  from  him  this  month  and 
expect  more  next  month. 


And  so  on  down  the  line!  We  regret  that  our 
limited  space  does  not  permit  us  to  extend  greetings 
and  render  "honorable  mention"  to  each  and  every 
one  of  you  individually  for  we  realize  how  truly  each 
of  you  has  his  part  in  the  up-building  of  our  great 
Agency  and  how  conscientiously  each  of  you  is  en- 
deavoring to  fill  that  part — and  our  gratitude  is 
yours ! 


Beginning  with  the  curent  month,  the  Honor  Roll 
for  Texas  will  be  determined  by  the  amount  of  Paid- 
for  Business  each  month  instead  of  Written  Business, 
as  heretofore.  We  feel  that  you  all  will  agree  with  us 
that  this  is  the  better  way  in  which  to  figure  this  honor 
— for,  as  we  all  know,  it  is  orJy  the  "paid-for  busi- 
ness" which  counts!  So  henceforth  your  standing  in 
percentage  in  the  production  column  each  month  will 
be  based  upcn  the  amount  actually  paid  for  that 
month,  regardless  of  when  the  business  was  written. 
We  will  continue  through  these  columns  each  month, 
however,  to  give  honorable  mention  to  the  ten  leading 
producers  of  written  business.  These  producers  for 
the  month  of  February  follow  herewith: 

1.  Henry  E.  Gouger     $62,500 

2.  J.  Balch  Moor   42,500 

3.  R.  M.  Anderson   42,000 

4.  Murray  P.  Eidson    38,000 

5.  O.  D.  Douglas   30,900 

6.  J.  B.  Burnett     22,500 

7.  C.  B.  Rittenberry   21,500 

8.  W.  C.  King   19,500 

9    Cecil  Casey   18,500 

10.    Roy  F.  Sharp     18,500 


And,  while  not  numbered  among  the  leaders  above, 
the  following  producers  had  their  shoulders  at  the 
wheel  also  during  the  month  of  February,  earnestly 


(Continued  from  page  nine) 
helping  to  make  "The  Lincoln  National"  the  foremost 
Life  Insurance  Company  in  the  State  of  Texas: 


T.  B.  Martin 

D.  E.  Peavey 
Prentice  D.  Hill 
R.  S.  Allen 

A.  C.  Bayless 
W.  E.  Hanks 
L.  A.  Fry 
W.  B.  Jarrell 
J.  L.  Lawrence 
R.  E.  Miller 

E.  B.  Abington 
Miss  Eva  Walrath 
R.  G.  Johnson 

J.  D.  Johnson 
Dr.  R.  T.  Bolyn 
Miss  Maude  McLeary 
D.  S.  Hughston 


Lyle  J.  Perkins 

Frank  J.  Lidiak 

A.  J.  Dostalik 

Ira  R.  Avant 

J.  M.  Brokaw 

J.  I.Lowe 

J.  A.  Hatley 

Mcrris  Kaliff 

C.  G.  Jackson 

R.  C.  Mayfield 

Ben  Thorp 

J.  H.  Calloway 

Honeycutt  &  Lovelace 

A.  O.  Dannelly 

Mrs.  W.  L.  Freeman 

A.  W.  Prescott 


In  addition  to  the  L 
Roll,  the  following  Lin 
paid  for  business  during 
W.  H.  Littlefield 
I.  B.  Burnett 
B.  V.  Durham 
Wray  Zuehl 
Prentice  D.  Hill 
Frank  J.  Lidiak 

A.  C.  Bayless 

B.  J.  McDowell 
Mrs.  W.  L.  Freeman 
J.  Lewis  Lawrence 

R.  M.  Anderson 


;aders  shown  in  the  Honor 
;oln  National  representatives 
February: 

R.  C.  Mayfield 

W.  B.  Jarrell 

I.  M.  Brokaw 

R.  S.  Allen 

Miss  Maud  McLeary 

Otis  Williams 

Ben  Thorp 

Ira  R.  Avant 

A.  O.  Dannelly 

L.  R.  Matthews 

W.  C.  King 


TO  INSURE  LIFE 

To  insure  Life — to  show  to  Man  the  way 
By  which  his  substance  may  outlive  his  day 
Of  mortal  life  and  prove  a  blessing  sure 
In  which  his  dearest  ones  may  rest  secure. 


To  insure  Life — to  smooth  the  lines  of  care 
And  leave  Man's  forehead  ever  fresh  and  fair ; 
To  ease  his  burden  that  his  step  may  be 
Unhampered  in  the  path  of  libeity. 

To  insure  Life — to  take  away  the  fear 
Of  death — and  leave  Man's  vision  clear 
To  master  Life — to  see  that,  after  all, 
Both  Life  and  Happiness  are  at  Man's  call ! 

L.  H.  H. 


Enthusiasm  is  the  headlight  on  the  Train  of 
Progress. 


TEXAS  GO-GETTERS  CONTEST 

(Capital  Prize).  As  announced  in  the  February 
number  of  the  Texas  Link,  the  first  agent  pay- 
ing for  $250,000  insurance  in  1922,  ex- 
clusive of  term  insurance,  according  to  the  terms 
of  his  contract,  will  be  awarded  a  Hundred 
Dollar  Gold  Watch — properly  engraved. 

In  order  to  make  this  contest  of  special  interest  to 
every  member  of  the  Texas  Agency  to  exert 
himself  or  herself  to  their  full  ability  during  the 
coming  six  months,  I  have  gotten  up  a  list  of 
prizes  which  I  am  going  to  offer.  Here  they 
are: 

FIRST:  To  the  agent  writing  and  paying  for  the 
largest  number  of  policies  (only  one  applica- 
tion on  each  individual  life  to  count)  during  the 
next  six  months,  March,  April,  May,  June, 
July,  and  August,  according  to  the  terms  of  his 
contract,  exclusive  of  term  insurance,  I  will 
offer  a  Hundred  Dollar  Gold  Watch,  properly 
engraved. 

SECOND:  To  the  agent  writing  and  paying  for 
the  largest  volume  of  business,  according  to  the 
terms  of  his  contract,  during  the  next  six  months, 
March,  April,  May,  June,  July  and  August, 
exclusive  of  term  insurance,  I  will  offer  a  prize 
of  a  Hundred  Dollar  Gold  Watch,  properly  en- 
graved. 

THIRD:  To  every  agent  writing  and  paying  for 
$25,000  insurance  per  month,  according  to  the 
terms  of  his  contract,  exclusive  of  term  insur- 
ance, during  March,  April,  May,  June,  July 
and  August,  I  will  offer  a  gold  watch  properly 
engraved. 

FOURTH:  To  every  agent  writing  and  paying  for 
$15,000  or  more  insurance  per  month  during 
the  next  six  months,  March,  April,  May,  June, 


July  and  August,  I  will  offer  a  handsome  brief 
case,  prcperly  suited  to  your  insurance  needs, 
and  suitably  lettered  in  gold. 
FIFTH:  To  every  agent  writing  and  paying  for 
$7,500  or  more  insurance  per  month  during 
the  next  six  months,  March,  April,  May,  June, 
July  and  August,  according  to  the  terms  of  his 
contract,  term  insurance  excluded,  I  will  offer  a 
beautiful  all  leather  wallet,  suitably  lettered  in 
gold. 

The  competition  governing  the  Consecutive  Monthly 
Production  each  month  will  count  only,  and  no  average 
of  over-production  one  month  can  be  used  to  make 
up  a  possible  shortage  of  any  other  month.  You 
must  produce  your  quota  or  more  each  and  every 
mcnth  in  order  to  qualify  for  one  of  these  prizes. 
All  applications  and  examinations  must  be  completed 
and  mailed  to  this  office  on  or  before  the  last  day 
of  the  month  in  order  to  count  in  that  month,  ac- 
cording to  the  post-mark  at  your  local  post-office. 

No  agent  will  be  entitled  to  receive  more  than  one 
prize,  except  in  case  he  wins  the  capital  prize  by  be- 
ing the  first  to  pay  for  the  $250,000  insurance.  He 
may  receive  in  lieu  of  this  prize,  One  Hundred  Dol- 
lars in  gold  and  continue  in  competition  for  one  of 
the  other  prizes. 

There  is  your  list  of  prizes  and  it  is  the  agent  who 
gets  the  early  start  and  keeps  up  his  Consecutive 
Monthly  Production  that  is  going  to  win.  Now 
don't  think  for  one  moment  that  the  other  fellow  has 
the  edge  on  you  in  any  way,  but  get  busy  right  now 
and  put  in  ten  hours  good,  hard,  conscientious  work 
for  six  days  out  of  every  week  and  you  can  take 
down  one  of  these  handsome  prizes.  Any  of  these 
prizes  are  certainly  worth  going  after.  What  do 
you  say?  Are  you  going  to  be  a  winner  or  not? 
Your  answer  will  be  the  paid-for  business  to  your 
credit.  Be  sure  and  bear  in  mind  that  it  is  only  the 
issued  paid-for  business  that  will  count,  according  to  the 
terms  of  your  contract. 

O.  D.  DOUGLAS. 


